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Member Spotlight—Elline Eliasoff
Elite Rehabilitation & Care Management
Tell me about your current practice? My current practice is a
combination of Care Management and sub-acute rehabilitation. I
have spent the bulk of my professional life working in acute care
rehabilitation as a Kinesiotherapist and Clinical Exercise
Physiologist specializing in balance and fall prevention. In the
capacity of a Kinesiotherapist, I have had the opportunity to work
in cardiac rehabilitation, stroke and neurological rehabilitation,
home-based hospital care, prosthetic training for amputees and
as a therapist on a back pain clinic multidisciplinary team. My
practice later morphed into home-based care where I certified as
an American College of Sports Medicine Clinical Exercise
Physiologist and specialized in balance and fall prevention. I
recently completed my MA in Gerontology and am building my
practice to include care management!

How long have you been a member of the ALCA? What’s your best experience thus far?
I joined ALCA in January, so I am very new to the organization. The best experience is how welcoming
and kind the members have been. I am looking forward to getting involved in the chapter.
Tell us about something you do in your business that really helps you get you results? What is
an area of running your practice where you want to grow your expertise?
I find my greatest strength is listening to the client and assisting them to live on their own terms. I try to
make sure all decisions that affect an older adult, include the older adult, and that their agency is
preserved as much as possible. I am also able to use my clinical background to evaluate situations
holistically. Additionally, given my experience working on a multi-disciplinary team, I listen to all voices
and make collaborative decisions that drive excellent outcomes!
I would like to grow my expertise by learning more about the complexity and nuances of dementia.
I seem to encounter a lot of older adults with uncontrolled dementia. I would like to understand the
medicine to treat agitation, anxiety, and other secondary symptoms better as well as alternative
therapies.
(Continued on following page.)
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Marketing, sales, and branding are so important to a successful practice. What is your best
tip?
My best tip is networking, networking, networking. I have had the good fortune of being surrounded by
wonderful friends, colleagues, and other professionals. My professional mentors, my current and
former clients, and their families have been excellent sources of referrals.
What is the dream for your practice?
My dream is to continue to build a professional practice based on best practices, strong ethics, and
outstanding client service. I want all my clients to feel comfortable, and safe with me, and to live and
age on their own terms; whenever possible!
What's your favorite moment of your running your practice so far?
My favorite part is the relationships I have built. I love being able to leverage my experience and
education to benefit my clients and their families. I especially love the relationships and trust I build
with my clients!
How did you get into Aging Life Care™?
I was pointed to ALCA by my beautiful friend and mentor Melissa Nedwin who is an excellent Care
Manager and might be an earth angel!
And for fun what is your “guilty pleasure” in life: What can you not live without?
I am a committed swimmer and can often be found underwater. I joke with my clients, if you can’t
reach me for a few hours, I will call you when I dry off! (Side note-I swim with an Apple Watch, so I
can actually be reached in the water).
Anything else you’d like your fellow Midwest
Aging Life Care™ Practices to know about you,
your practice, or our association?
I am genuinely excited to be accepted as an ALCA
member and am looking forward to connecting. I
am committed to best practices and learning as
much about the industry as possible, so I look
forward to seeing everyone at the educational
opportunities.
My expertise is in balance and fall prevention and I
have a lot of experience in DME and home
modifications.
Please feel free to reach out any time with
questions!
We are stronger together!

PRESIDENTIAL
MOMENTS
SUSAN WACK
CHAPTER PRESIDENT 2021-2023
Resilience, adaptability, determination, and innovation are terms that come to mind when I think of my
Aging Life Care colleagues over this last pandemic year. We have adapted to virtual assessments,
zoom meetings/conferences, outside window visits, increased check-in calls…all the while caring for
one another, ourselves, and our own families. Although some of our businesses have struggled, we
remain committed to delivering the highest level of service for our clients and their families.
With spring just around the corner, it’s a time for growth. Despite the challenges the last year has
thrown at us, continuing to grow and market our businesses remains essential. This spring edition of
our newsletter focuses on the sales and marketing of our businesses. One simple piece of sales and
marketing advise: go to “My Account” on the ALCA website, fill out your profile and include a
photograph – studies have shown that human photos on a website have a positive impact on a
visitor’s first impression of trustworthiness as well as conversion rates. Additionally, please take the
time to fill out the “Demographics” section of your profile - the gathering of this data will help our
profession work toward our Strategic Plan of growth, engagement, and increasing diversity.
Another aspect of sales & marketing that is not often mentioned is volunteering for your professional
association - people get to know you, how you conduct yourself, and what you believe. Volunteering
on one of the chapters’ committees or for the board has resulted in numerous referrals for me over the
years from my fellow Aging Life Care Professionals. It is a great way to meet people and learn more
about our profession. Please contact me at swack@susanwack.com or 317-496-7062 if you would like
to learn about volunteer opportunities.
Stay safe – and don’t miss our Midwest Virtual Event on June 2nd and National’s April Annual
Business Meeting and Awards Celebration and Virtual Conference.
Annual Business Meeting and
Awards Celebration
Friday, April 9
3pm ET - 4:30pm ET
(Separate Registration Required)

Details on both further in this newsletter!
Best,
Susan Wack, MSW, LCSW, C-ASWCM
MW ALCA Chapter President

Virtual Conference Dates
Wednesday, April 21 | 4pm ET – 5:30pm EST
Thursday, April 22 | 11am ET – 4pm EST
Friday, April 23 | 11am ET – 4pm EST
Saturday, April 24 | 11am ET – 4pm EST

Tips to Connect with Your Ideal Clients
By Diane Dennis
PR expert, RN, owner of Age At Home Service, LLC
Marketing your aging life care business seems like it would be
easy. After all, there is an abundance of customers in this
demographic needing your help. The aging population is soon to
become the largest cohort in our society. You, as a professional in
the senior care space, are familiar and skilled with the specific
needs of the aging client. As a PR and marketing professional
specializing in multi-media placement and branding, I apply these
successful strategies to my Geriatric Care Management business.
There is competition in your field, whether you are a Care
Manager, placement agency, home care or home health
agency. The field is bursting with franchises, independent
contractors and agencies. First lesson: don’t sweat the competition. Here is where branding
comes in. Sit down and list your unique attributes. List your hobbies, interests, creative outlets
and things that make your heart sing. You are your brand. If you are a gifted writer, put pen to
paper and write blogs, circulate them on your website, social media outlets, and send them to
editors for publication in your local media outlets. (I always send my blogs to a local publisher
of a senior magazine before distributing to my email list. A recent article I submitted will be
published in that magazine in April!). Whatever your unique talent is, therein lies opportunities.
Send pitches to local radio shows, television (if that is your thing), and print outlets. These
efforts will cast a wider net of influence.
Determine your target market. If you work with seniors, chances are you will be marketing to their
children or family. The target market determines your marketing strategy. Your language,
images and messaging needs to speak directly to that cohort. Personally, I target people in
middle age who have senior parents. They have their eye on the needle of time and are
invested in aging well as they watch the ravages of time march through the lives of their elder
family members. I started a blog, and bought the URL www.AgeWellExpert.com offering tips
and age well strategies to become a familiar name in the aging space. As I grow my audience, I
want to be the one the kids reach out to in time of need for their aging parents.
Social media is your friend. If you create your messaging and images, the cost is your time.
Because consistency is key for the science of algorithms, dedicate time to these efforts, or hire
an assistant. Make sure your messages connect with your target audience, are consistent to
your unique brand, and help carve your own niche. Stay away from generalities in messaging.
For example, if you are writing about stress, break it down. Words that are overused, like
stress, become invisible. Use words that are descriptive that have not become buzz words in
our societal lexicon. Replace the word stress with anxiety for example.
Google is your personal advertising agency. Have your website SEO optimized, connect your site
with google tools, use google ad words, and spend on google ads if the budget allows. When
writing content for your site, blogs and articles, remember to use words that your ideal
customer will use to find you on Google.
(Continued on following page.)
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Video is back! For a while everyone was touting the advantages of video. Since the pandemic, and
with so many more people online, video has made a resurgence in its power. Start a You Tube
channel, upload content and connect the link to your website.

Finally, networking is key to this industry. Reputation, trust, and familiarity will make the difference
when your colleagues hear of someone needing your expertise. Join groups, and make regular Zoom
appearances to keep your name top of mind.
Diane Dennis Aurora, OR, is the founder and President of Inspired Media Communications
LLC, an award-winning PR agency. Through the COVID-19 Pandemic, she felt directed to reinstate
her RN license and opened Age At Home Service, LLC. Diane is learning how to love through healing
and upholding others in poor health, disease, disorders and aging.

Save the Date for the ALCA Midwest Chapter
2021 VIRTUAL EVENT
June 2, 2021 at Noon ET
“The Gift of Compassion” - Featuring 2022 Keynote Presenter: Lori Stevic,
PhD.
Compassion – it is what inspires courageous acts and promotes empathy.
Dr. Stevic will help us to rewire our Aging Life Care Professional® brains and
focus on the health benefits of compassion – starting with self-compassion
and combatting compassion fatigue. Her presentation is inspired by her
book “Lily’s Red Shoes of Courage” – a powerful and beautifully told story
about strength, courage, kindness, sticking up for others, and doing the right
thing. Lily’s Red Shoes of Courage will encourage children of all ages to put
on their own red shoes of courage and stand up for themselves even when
it is not easy.
Her strong advocacy for women and seniors, earned her the outstanding
leadership award in the field of adult abuse, awareness & prevention by the
Western Reserve Area on Aging. She was honored as a Woman of Achievement from the YWCA and
inducted into the KSU Hall of Fame as a distinguished Alumni.
(Continued on following page.)
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Dr. Stevic-Rust has written six books on topics ranging from
depression, heart disease, and wellness, a personal memoir
on the art of aging with gratitude, Greedy for Life, and
her women’s empowerment book entitled, Put on Your Big
Girl Shoes: Stepping into Courage, Resilience, and
Gratitude. Her most recent book, Lily’s Red Shoes of
Courage, is a children’s book teaching children about
inclusion, bias, and the importance of being an Upstander,
not a bystander when bullying occurs. Her on-site children’s
events offer interactive and engaging activities to teach and
explore ways to overcome bullying by being an Upstander.
She even sells courage shoes for women and little girls.
She is an international dementia care consultant working
with hospitals, post-acute care facilities, and assisted living
facilities on clinical issues of senior care. These include
anxiety/depression, caregiver stress, and the creation of innovative programs for the care of those
with dementia.
In memory of her soul mate, her beautiful 105-year-old Nana, Dr. Lori started a non-profit
organization, Nana’s Tribe Foundation. The organization’s mission is to bring seniors and youth
together to eliminate isolation and bias through generational connections that foster learning and
inspires purpose.
She is married to her other soul mate, Jay Rust, and together, they have
two beautiful adult daughters, Sarah and Katie.
She is an unashamed dark chocolate addict, high-heel wearer, lover of
power tools, and an eternal optimist, as evident in her ongoing dedication
to her Cleveland sports teams.
For more information about Dr. Stevic-Rust visit https://doctorlori.net or for
more information on how to order the books visit: Lily’s Red Shoes of
Courage or Put Your Big Girl Shoes On
Visit www.alca.org -> Regional Chapters -> Midwest Chapter for more information

Lori Stevic-Rust, PhD. ABPP is a clinical health psychologist, media consultant, author, and awardwinning keynote speaker for women’s empowerment and diversity with topics related to the health
benefits of courage and gratitude, healthy aging, and creating a life and business from your purpose.
Her infectious enthusiasm, the wealth of knowledge, engaging style, and warm sense of humor have
afforded her the title of “best motivational speaker” by many organizations.

How Should You Market Your ALCA
or Care Management Business in 2021?
By Cathy Cress
As we are still in the throes of COVID, slowly pulling out, three
marketing methods could increase your business this year. The first is
email marketing. Since we still cannot see third parties like elderlaw
attorneys, trust offers, or concierge physicians in person, an email
newsletter is the ticket to reach contacts who can make referrals.
During the pandemic most business people work from home and are
glued to their computer. Snail Mail only shows a 29% return on your
marketing dollar while digital (email specifically) explodes with a
whopping 124% return on your money.
Choose from email marketing bases like Constant Contact, Survey
Monkey or Other choices. Provide content worth reading. Grab the
reader with a powerful headline/subject. Questions work best. Write for your audience. Do emails for
your different care management services and match with your third-party audience. Keep it short and
simple - more space - less words-no paragraphs. Use great photos, from good photos sites. Use
photos to punctuate what you are saying. Keep sending on a regular basis once a month every two
week.
Use videos in your enewsletters. The importance of video marketing shows in its growth to a $135
billion industry. Brands everywhere are realizing the value of video and creating them. According to
ALCA’s marketing guru Courtney Pulitzer, 75 million people watch videos every day and stunningly
viewers retain 95% of the message while watching compared to only 10% of reading text.
Tips to making a video are: keep it short, script it out, practice, include a “call to action”, and have
good lighting. If you want a professional, ALCA’s “Coffee Talk” has an entire list of sites that will do the
videos for you.
Being a founding partner of Lifespan, a Geriatric Care Management agency in Santa Cruz, California,
I would like to share our success in marketing with videos. The agency provides Quality of Life
activities and videos about Lifespan’s Well Being Program. These are also uploaded to their YouTube
channel.
Lastly, the critical step of building trust by marketing the safety you have in place from COVID-19 can
easily be done on your website. List the percentage of employees who have been vaccinated, share if
you partner with your County Health Department and what are your protocols are for screening and
protecting you and your staff while working with clients.
Use these marketing tools in 2021 to help your agency thrive.
Cathy Cress holds an MSW in Aging from UC Berkeley.
Ms. Cress is the founder of Cressgcmconsultllc, working
with individuals who want to add or launch GCM
businesses thought consulting, her on line classes and
Cresses’ GCM Operations Manual.. She has taught
geriatric care management at the University of Florida, San
Francisco State University, and UC Berkeley. She is the
author of the Handbook of Geriatric Care Management now

3 Tips To Create A Win/Win Sales Strategy
By Jane Francis, RN—StoryPoint Senior Living
Sales is less about the act of selling and more about building an
authentic relationship, and I am grateful to do just that every day with the
seniors and families I am fortunate to serve. In the senior living industry,
people often come to us because they have a problem that needs to be
solved. As experts in our offerings, whatever our industry, we have the
opportunity — and obligation — to guide our clients to the right solution
to fulfill their needs.
With 15 years of nursing experience and 18 years of sales and
marketing experience, here are my tried-and-true methods for creating a
win/win result with your clients.
Connect: In short, you have to personally connect with those you are working with. When you
are able to connect with your clients, you’re allowing them to feel comfortable with you. When they
are comfortable with you, they will share the uncomfortable with you — and this is where the real
magic happens. Establishing this trusting foundation is the very first step to creating win/win
outcomes. The speed of the relationship will become the speed of the sale.

Care: Once you’ve formed that connection (which takes time — be persistent, yet patient!), you have
earned their trust, and you have the influence to truly listen and understand their concerns. You
have the ability to ask the hard questions. The more you can discover about your client and why
they are coming to you, the more value you can provide them. By taking the time to do the little
things, you are telling your client you are willing to help with the big things. Don’t miss these little
opportunities; they are often the ones that mean the most.
Compel: One of my favorite aspects of my work is witnessing the success stories of the clients
I have built a foundation with. When working with seniors and families, I know what they don’t
know. I know how my offering can give them their desired outcome, and I show them exactly that. I
go deeper than the features and benefits of my offerings — I demonstrate exactly how I can help
my clients overcome their problems and pain points. Sharing personal testimonies, the successful
outcomes of other clients, positive reviews, published articles and more are all ways to paint a
picture for your client of the outcome they can have and how you can help them get there.
I never look at my work as selling. Rather, I’m offering hope. From the clients I have been working
with for years to the ones who need resolution tomorrow, I’m always striving to create a foundation
that is based on meaningful connections so that I can uncover their true needs, establish trust and
ultimately guide them to the exact solution that is right for them.
Jane Francis, RN, serves StoryPoint Senior Living’s community in Fort Wayne (StoryPoint Fort
Wayne) as a Community Specialist. In her role, she guides seniors and families along their senior
living journey to help them select the solution that is right for them. Jane’s background also includes
15 years of nursing experience and 18 years of sales/marketing experience.

Your Board Hard at Work During the 2021 Virtual Retreat!

Welcome New ALCA Members!
Sonja Cheatham
Liberty Township, OH

Christina Wullenweber
Maineville, OH

Elline Eliasoff
Skokie, IL

Kristi West
Omaha, NE

Elena Shepard
Clayton, MO

Midwest ALCA Unit Leaders
The Midwest Chapter encourages you to participate in a local unit. For the nearest unit or to start one
in your area contact Judy Mange or Maureen Jensen.

Submit an Article to the MW ALCA Newsletter
Are you interested in submitting an article for upcoming newsletters? If so, please reach out to any
one of the committee members. Articles are to be 500 words in length. Newsletters for 2021 will include information on the 2022 conference, business practices and clinical topics. We look forward to
hearing from you!
We want this to be THE Premium Newsletter for
Long-Term Care & Geriatric Issues.
Send us suggestions/info on:

Seminars

Educational Opportunities

Newsworthy Info

Personnel Changes
Material Closing Dates / Issue Published
 December 15th / January 15th
 March 15th / April 15th
 June 15th / July 15th
 September 15th / October 15th

For more information contact:
Ruth Force, Chair
ruth@forcecarecoordinationplus.com
Colleen Ceh Becvar
colleen@trinityadvocacygroup.com
Patricia Cline
patricia.cline@arosacare.com

